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CO’s  Corner 


The  fact  the  Commandant  of  the  Marine 
Corps  visited  District  Headquarters  is  as  im- 
portant to  every  Marine  in  the  District  as  it  is 
to  those  who  had  the  unique  opportunity  to 
meet  him  in  person.  CMC  visited  the  District 
after  an  engagement  at  the  Air  War  College 
and  with  Civic  leaders  in  Montgomery.  His 
schedule  shows  he  puts  great  emphasis  on 
Recruiting  Duty  and  recruiters.  This  emphasis 
shows  clearly  in  meritorious  promotions,  regu- 
lar promotions  and  assignments  following 
recruiting  duty. 

The  fact  that  Gen.  Mundy  once  headed 
the  Recruiting  Service  and  understands  the 
nature  and  importance  of  the  recruiters’  re- 
sponsibility is  a tremendous  boost  to  every 
Marine  who  serves  on  recruiting  duty. 

I’d  like  to  acknowledge  some  recent  Re- 
cruiting successes.  Recruiting  Station  Nashville 
edged  RS  Fort  Lauderdale  to  win  the  District’s 
1st  Quarter  award.  Congrats  to  the  "Volun- 
teers." 

The  success  of  MEOP  in  the  6th  District 
is  tremendous  and  a result  of  the  continued 
response  of  every  Marine  recruiter  and  pro- 
gram manager  in  the  District.  I intend  to  close 
this  ’92  mission  and  begin  building  for  ’93  in 
the  spring. 

Our  Officer  Selection  Officers  are  a 
critical  part  of  the  6th  District  team.  They  are 
engaged  in  real  combat  to  procure  high  quality 
minority  officers  of  the  specific  class,  category 
and  year  group  required.  Several  OSO’s  have 
jumped  to  the  front  to  lead  that  attack.  Success 
is  the  only  result  the  6th  District  understands. 

To  the  NCOIC’s  and  Canvassing  Re- 
cruiters: Our  monthly  mission  year-to-date  is 
the  lowest  in  the  nation  as  we  downsize  our 
pool  and  upgrade  our  quality.  Continue  to  use 
all  your  programs  and  activities  and  stay  in  the 
quality  market.  You’re  doing  well. 

As  we  head  towards  June,  talk  often  to 
your  seniors  about  their  grades  and  their  prepa- 
ration for  MCRD. 


Pay  special  attention  to  your  reserves- 
those  92  day’ers  are  high  quality  but  require 
college  letters  and  special  documentation. 

Lastly,  as  FMAM  progresses,  never  leave 
your  high  schools. 

Traditional  High  Schools  are  our  quality 
source,  the  base  for  referrals  and  future  "grads". 
The  honesty  and  sincerity  of  today  is  tomorrow’s 
success. 


CMC  VISIT  -General  Carl  E.  Mundy,  Jr.,  shakes 
hands  with  Cpl.  Anna  Sears  during  his  visit  to  6th 
Marine  Corps  District  Jan.  23.  (photo  by  SSgt. 
Kenneth  M.  Dvorak) 
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Former  Poolee  Stimulates  High  School  Program 


Story  and  photo  by 
Sgt.Timothy  D.  Seelbach,  Sr. 

PAANCO,  RS  Macon 


Gunnery  Sergeant  Stephen  G.  Shear- 
man was  looking  for  something  to  stimulate 
his  high  school  program.  In  the  midst  of  his 
brain  storming,  Shearman  thought  back  to 
the  winter  of  1990  when  he  enlisted  Joseph 
A.  Benson. 

Benson  was  like  any  other  Marine 
Shearman  had  put  in  the  Corps,  but  he  had 
one  peculiarity  that  Shearman  could  use  to 
his  advantage  while  at  the  same  time  helping 
his  former  poolee. 

After  completing  recruit  training, 
Benson  went  to  the  Field  Musicians  School 
and  is  now  a trombonist  in  the  Quantico 


Marine  Corps. 


Band.  Remembering  Benson’s  military  occupa- 
tional specialty,  Shearman  requested  that  he  come 
to  Gainesville  under  permissive  temporary  addi- 
tional duty  orders  to  help  recruit. 

Recruiting  is  one  of  the  band’s  main  mis- 
sions, according  to  Benson,  a lance  corporal.  But 
he  spent  January  supporting  the  recruiting  effort 
in  a much  different  way. 

“We  support  recruiting  through  community 
relations,”  Benson  said.  “We  perform  for  a variety 
of  civilian  functions  and  parades.” 

Benson  spent  his  time  in  Gainesville  par- 
ticipating in  a more  direct,  hands-on  part  of  re- 
cruiting. He  spoke  to  all  of  the  high  school  bands 
within  RSS  Gainesville. 

After  telling  students  a little  about  his  own 
band,  Benson  showed  the  “Music  in  the  Marines” 
video  tape.  He  spent  the  remainder  of  the  time 
explaining  what  they  could  expect  from  the  band 
and  the  Marine  Corps. 

“I  stress  to  them  that  they  will  be  Marines  as 
well  as  musicians,”  Benson  said.  “They  will  have  to 
go  through  all  the  training  every  other  Marine  has 
to.” 

Benson  also  conceded  that  he  has  more 
interest  in  this  endeavor  than  just  referral  points 
towards  promotion.  Being  as  small  a field  as  the 
band  is,  Benson  will  most  likely  have  to  serve  with 
anybody  he  refers.  So,  quality  is  always  a consid- 
eration when  Benson  is  talking  to  a possible 
applicant. 

Benson  also  plays  an  active  recruiting  role 
in  his  normal  duties.  As  a section  leader,  he’s 
included  in  auditions  to  get  into  the  band. 

“The  enlisted  band  leader  and  the  section 
leader  audition  anyone  attempting  to  join  the  Ma- 
rine Corps  under  the  Musician’s  Enlistment  Option 
Program. 

“We  look  for  many  different  characteristics, 
from  potential  talent  to  the  ability  to  make  it 
through  Field  Musicians  School,”  Benson  said.  “We 
also  look  for  Marine  Corps  qualities.” 

“I’m  looking  at  many  different  ways  to  get  as 
much  face  time  in  the  schools  as  possible,”  Shear- 
man said.  “This  is  just  one  of  them.” 
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Johnson  Top-Notch  Recru iter  for  RS  Montgomery 


MERITORIOUSLY  PROMOTED -Sgr.  Claude  A.  Johnson  was 
meritoriously  promoted  to  staff  sergeant  by  Maj.  Jim  Connick , com- 
manding officer  of  RS  Montgomery’. 


Stoi^  and  photo  by 
Sgt.  Leah  Gonzalez 

PAANCO,  RS  Montgomery 

What  makes  a top- 
notch  recruiter?  SSgt.  Claude 
A.  Johnson,  RS  Montgomery’s 
FY  91  recruiter  of  the  year 
knows. 

“What  brought  me  over 
the  top  was  working  my 
programs,  trying  to  frontload 
and  be  consistent,”  said 
Johnson,  a Goldsboro,  N.C. 
native.  “I  just  kept  driving  and 
didn’t  accept  ’no’  for  an  an- 
swer. Besides,  I like  recruit- 
ing and  I like  the  competition.” 

Johnson  requested 
recruiting  duty  and  joined  RS 
Montgomery  in  April  of  1991. 
“I  really  wanted  this.  My 
recruiter,  MSgt.  Joe  L.  Robin- 
son, is  the  one  who  motivated 
me  to  come  out  on  recruiting 
duty.” 

When  Johnson  came 
out  on  recruiting,  he  planned 
to  give  his  best  effort  and 
strive  for  consistency,  not 
awards.  Then  towards  the 
end  of  the  year,  he  found  out 
he  was  a front-runner.  “It  sur- 
prised me,  but  made  me  work 
even  harder,”  said  Johnson. 

Among  his  supporting 
arms,  like  area  canvassing  and 
his  poolees,  Johnson  said  that 
his  family  is  what  kept  him 
going.  “I  really  had  some  great 


support  from  my  wife,  Carolyn, 
and  the  children  always  put  a 
smile  on  my  face.”  His  daughter, 
Shakira  is  7 and  his  son,  Bran- 
don is  3. 

Although  this  small  unit 
leader  by  trade  pulled  in  his 
supporting  arms  when  needed, 
that  didn’t  prevent  him  from 
keeping  his  large  pool  moti- 
vated at  all  times.  His  pool, 
which  topped  off  at  40  at  one 
time,  kept  in  touch  with  him 
regularly  and  Johnson  stayed 
committed  to  them. 

“I  buy  them  their  own 
t-shirts  and  we  meet  face-to- 
face  at  least  once  a month  and 
stay  in  contact  over  the  phone 
and  at  school.  I always  let  them 


know  when  I’m  going  to  be  at 
their  school  so  we  can  try  and 
meet.  I run  my  pool  program 
like  a squad.  We  stay  tight.” 
Staying  tight  is  what 
brought  this  recruiter  to  a pro- 
duction average  high  of  4.67. 
And  hopefully,  keeping  his 
sights  on  established  goals  and 
working  towards  them  will 
bring  Johnson  to  his  future 
challenge  of  becoming  an 
NCOIC  and  eventually  an 
8412.  “I’m  going  to  keep  driv- 
ing for  consistency,  and  hope- 
fully, the  RS  will  think  I can 
be  a benefit  as  an  8412.  I 
want  to  stay  out  here  for  a 
while.  I like  the  challenge.” 
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‘Fearsome  Fivesome’  Rescues  RSS 


Story  and  photo  by  Sgt.  Edward  Rivera 

PAANCO,  RS  Fort  Lauderdale 

In  a year  where  comebacks  and  Cin- 
derella stories,  like  the  Atlanta  Braves,  made 
the  headlines,  the  recruiting  sub-station  in  Fort 
Myers,  in  a similar  fashion,  picked  itself  up 
from  an  0-3  record  at  the  start  of  fiscal  year 
1991  to  Large  RSS  of  the  Year  for  Recruiting 
Station  Fort  Lauderdale. 

“We  started  the  year  with  an  uncertain 
future,”  said  GySgt.  Gary  M.  Cook,  NCOIC  of 
RSS  Fort  Myers,  Fla.  “We  were  missing  mis- 
sion by  a whisker  but  couldn’t  put  our  finger  on 
why.” 

After  missing  mission  the  first  three 
months  by  a small  margin,  the  RS  command 
group  dispatched  a team  to  help  Fort  Myers 
troubleshoot  and  help  get  them  on  the  right 
track. 

According  to  Cook,  this  was  the  turning 
point  for  the  RSS.  “The  command  group  mem- 
bers that  came  to  help  us  worked  with  us  indi- 
vidually and  as  a team,  to  guide  us  to  the 
answers  that  eluded  us,”  explained  Cook. 

The  ground  work  for  success  had  been 
laid.  It  was  now  up  to  Cook  and  his  team  to  go 
for  it.  And  they  did,  they  were  Large  RSS  of 
the  Month  for  the  following  three  months  and 
for  the  second  quarter  FY-91. 

“I  feel  in  my  heart  that  RSS  Fort  Myers 
is  an  excellent  breeding  ground  for  teamwork 
and  Esprit  d’  Corps,”  said  SSgt.  Leo  D.  Frarac- 
cio,  recruiter.  “Everything  we  have  accom- 
plished, we  did  it  as  a team.  When  one  of  us 
was  down  there  was  someone  to  provide  the 
motivation  needed  to  continue.” 

And  continue  they  did,  not  only  as  a 
team,  but  individually  with  two  of  their  recruit- 
ers earning  recognition  as  the  RS’s  second  best 
recruiter  and  most  improved  recruiter. 

“I  don’t  think  that  I would  have  been  as 
successful  if  it  wasn’t  for  GySgt.  Cook  and  the 
rest  of  the  team  who  not  only  motivated  me 


but  were  motivated  by  myself  also,”  said  Sgt. 
David  S.  Cowie,  recruiter. 

According  to  MSgt.  Joseph  C.  McGrath, 
RS  Assistant  Recruiter  Instructor,  the  NCOIC’s 
leadership  and  the  recruiters  hard  work  in 
implementing  systematic  recruiting  and  using 
their  supporting  arms  to  their  benefit  helped 
them  along  the  path  to  success. 

Like  the  rest  of  the  Marine  Corps,  change 
is  inevitable  and  the  “Fearsome  Fivesome”  is  not 
immune  with  three  members  of  the  team  who  so 
valiantly  helped  uphold  the  Fort  leaving  the 
RSS.  Fraraccio  will  be  taking  over  as  the 
NCOIC  of  another  RS  Substation  while  Sgt. 
David  Walters,  and  Cowie  heads  back  to  the 
Fleet. 

“We  did  it  and  we  did  it  as  a team  with 
integrity  and  a reputation  of  putting  our  money 
where  our  mouth  is,”  said  SSgt.  Douglas  R.  Phil- 
lips, recruiter  out  of  PCS  Port  Charlotte. 


"Fearsome  Fivesome"~(7e/f  to  right ) Sgt.  David  E. 
Walters,  SSgt.  Leo  D.  Fraraccio,  GySgt.  Gary  M. 
Cook , SSgt.  Douglas  Phillips,  Sgt.  David  Cowie  and 
GySgt.  Ollie,  in  the  foreground. 
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Learning  how  to  Recruit  a Timid  Prospect 


RECRUITING--^.  Rob  Helmly  talks  with  poolee  Edgar  Hayden 
prior  to  his  leaving  for  boot  camp.  Hayden  left  for  Parris  Island 


Stoiy  and  photo  by 
Sgt.  Tim  Shearer 

PAANCO,  RS  Jacksonville 


Dealing  with  a timid 
prospective  applicant  is  a 
three-pronged  attack  for 
Marine  recruiters. 

The  first  phase  of  the 
assault  is  the  initial  contact. 

Be  it  face-to-face  or  over  the 
phone,  the  recruiter  will  be 
dealing  with  someone  who  is 
reluctant  to  open-up,  and 
probably  doesn’t  regard 
themselves  “Marine”  material. 

“I  consider  the  kind  of 
person  who  gives  short  yes- 
no  answers  and  won’t  make 
eye  contact  as  timid,”  said 
Sgt.  Rob  Helmly,  a recruiter 
with  RSS  Savannah. 

Marines  are  taught  to 
sell  the  intangible  traits  the 
Corps  is  renowned  for. 

Helmly  has  found  that  most 
timid  people  are  looking  for 
direction  and  want  to  be 
outgoing.  “As  a recruiter,  I 
can  give  them  a path  to  what 
they  want,”  said  Helmly. 

After  the  initial  con- 
tact, a recruiter  is  faced  with 
a prospect  who  can’t  or  won’t 
express  the  things  in  life  that 
they  want.  By  the  book,  a 
timid  person  will  be  non- 
committal, uncertain  and  fal- 
tering. “You  have  to  work  at 
building  rapport  with  some- 
one like  this,”  said  Helmly. 

“If  I figure  a kid  is  timid  in 
nature,  I start  off  talking 
about  things  other  than  the 


Feb.  3. 

Corps.  If  I can  make  this 
timid  person  comfortable  talk- 
ing to  me,  I’ve  taken  the  first 
step  in  winning  them  over  to 
the  Marines.” 

By  getting  the  timid  in- 
dividual to  talk,  the  selling 
process  can  begin.  This  is 
where  a recruiter  can  use  the 
timid  personality  traits  to  his 
advantage. 

“Obviously,  someone 
who  is  timid  isn’t  going  to  be 
open  with  many  people,  that’s 
why  they’re  considered  timid,” 
said  Helmly.  “If  I can  show 
them  that  there  is  a lot  the 
Marines  can  do  to  improve 
their  life,  they  start  to  look  up 
to  me  and  trust  me.” 

Helmly  likes  to  move 
quickly  into  procedures  for 
enlistment  as  soon  as  he  starts 
getting  signs  of  commitment 
from  a timid  applicant. 

“Once  I see  the  wheels 
turning,  I start  explaining  what 
will  go  on  at  MEPS,”  he  said. 
“This  starts  to  make  them  feel 


like  part  of  the  team-that  they 
have  been  accepted  into  some- 
thing special.  That’s  something 
everyone  wants.” 

The  third  phase  of  deal- 
ing with  the  timid  is  the  DEP, 
Ship,  Graduate  philosophy. 

“Depending  on  the  per- 
son, a timid  individual  can  pres- 
ent some  unique  problems 
while  in  the  DEP,”  said  MSgt. 
Dave  Harding,  Assistant  Re- 
cruiter Instructor  for  RS 
Jacksonville. 

“They  may  tend  to  latch 
onto  the  Marine  Corps  as  an 
identity,  but  the  recruiter  must 
help  build  their  self-confidence 
for  Parris  Island,”  he  said. 

Helmly  stresses  the  im- 
portance of  making  sure  every- 
one knows  what  to  expect  at 
boot  camp.  “If  you  have  done 
everything  possible  to  prepare 
them  for  Parris  Island  and  con- 
vince them  they  will  graduate, 
the  timid  person  will  surprise 
you  and  excel  when  given  the 
focus  of  recruit  training.” 
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Tips  on  Reading 

Story  by  MGySgt.  Lee  Bailey,  6th  MCD  Contact  Team 

Illustration’s  by  Sgt.  Melvin  Davis 


To  understand  them  you  must  first  under- 
stand why  they  are  uncertain  and  sometimes  un- 
happy with  themselves,  their  home  and  way  of  living. 
They  are  unsure  of  themselves,  mainly  because  they 
are  inexperienced.  Literally  thousands  of  your  best 
prospects  will  be  men  or  women  who  have  never 
been  in  an  airplane,  never  spent  more  than  a few 
days  away  from  home,  never  earned  their  own  living. 
Part  of  the  attraction  of  the  military  life  may  be  their 
desire  to  share  these  experiences.  They  want  to  feel 
accepted,  to  know  that  they  are  a part  of  the  group. 
This  desire  is  one  of  the  strongest  of  all  human 
motivations.  It  is  particularly  strong  in  the  teen. 

The  seasoned,  mature  recruiter  recognizes 
that  uncertainty  is  normal  among  teens,  and  makes 
allowances  for  it.  They  guard  against  snap  judge- 
ments. They  are  careful  to  bear  in  mind  that  Ma- 
rines are  made,  not  born. 

Most  good  recruiters  are  mature  psycholo- 
gists, whether  they  know  it  or  not,  and  they  perform 
this  “sizing  up”  operation  automatically.  They  have 
learned  that  the  majority  of  prospects  fall  into  fairly 
definite  categories.  As  a rule,  they  can  determine  a 
person’s  “classification”  after  talking  to  them  for  only 
few  minutes,  and  slant  the  interview  accordingly. 

Let’s  look  at  a few  of  the  more  common  “types.” 
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Different  Prospects 

THE  WISE  GUY/GAL -Talks  loud  and  big. 

Tries  to  give  the  impression  they  are  always  about 
three  jumps  ahead  of  you.  When  you  draw  one  of 
these,  cash  in  on  their  big  mouth,  let  them  talk 
themselves  into  enlisting. 

Many  recruiters  say  that  one  species  of  wise 
guy  is  the  “What  can  the  Marine  Corps  offer  me?” 
type. 

THE  PROFESSIONAL  SHOPPER -This 
type  is  most  numerous  on  cold  or  rainy  days.  They 
may  be  waiting  for  the  matinee  to  break  or  their 
spouse  to  get  off  work.  They  wander  from  one  re- 
cruiting station  to  another;  they  may  even  come  in 
with  an  armload  of  your  competitor’s  literature. 

They  may  waste  hours  of  your  time  before 
you  can  be  absolutely  certain  they  have  no  real  in- 
tention of  enlisting  in  any  service.  Once  you  have 
definitely  determined  that  they  are  a professional 
shopper,  deal  with  them  firmly.  Be  polite  but 
direct. 

THE  CLAM-Often  hard  to  interview,  be- 
cause they  give  you  no  clue  as  to  what  they  are 
thinking.  As  a result,  you  cannot  tell  which  of  the 
selling  points  you  are  using  effectively.  Don’t 
mistake  their  silence  for  disinterest.  Ask  leading 
question  (Open  Probes);  draw  them  out.  Try  to  de- 
termine their  interests,  and  lead  the  conversation 
along  those  lines.  Once  you  have  found  a common 
ground,  they  will  probably  begin  to  open  up. 

THE  TOUGH  GUY/GAL -This  gent  is  the 
opposite  of  the  clam  type.  When  they  shake  your 


hand  they  try  to  break  it.  They  are  often  athletes. 
Talk  sports  with  them.  Point  out  the  excellence 
of  Marine  sports.  Show  them  they  will  be  travel- 
ing in  fast  company  if  they  can  make  the  Marine 
team. 

THE  WORRIER-Lacks  self-reliance  and 
hates  to  make  a decision  about  anything.  Looks 
for  and  expects  assistance  from  you.  Relieve 
them  of  their  burden,  convince  them  they  have  al- 
ready made  up  their  mind,  and  have  made  a wise 
choice. 

ARGUMENTATIVE  TYPE -Argues  at  the 
drop  of  a hat;  often  tries  to  talk  your  arm  off. 
Don’t  let  them  control  the  conversation,  take  the 
ball  away  from  them.  Interrupt  them,  then  step 
in  and  take  over.  This  type,  above  all  else,  wants 
to  feel  they  have  won  an  argument. 
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‘Sales’  Environment  Rubs  off  on  Braddy 


Story  and  photo  by  Sgt.  John  C.  Saris,  Jr. 

PAANCO,  RS  Nashville 


The  Marine  Corps  is  renowned  for  its 
ability  to  task  its  members  to  their  fullest  po- 
tential. Marines  have  historically  risen  to  the 
occasion  often  not  knowing  the  obstacles  that 
lay  ahead.  We,  who  are  working  in  the  recruit- 
ing environment  know  better  than  anyone  the 
feeling  of  walking  into  the  unknown,  especially 
walking  into  the  operations  section  for  the  first 
time. 

Sergeant  Grady  L.  Braddy,  of  Recruit- 
ing Station 
Nashville,  Tenn. 
has  just  finished 
his  first  quarter 
with  the  Opera- 
tions section 
and  not  without 
his  share  of 
scars. 

“It  was 

like  a nightmare 
when  I first 
checked  in.  I 
never  thought  so 
much  could  be 
happening  in 
such  a small 
place,”  said 
Braddy. 

Coming  to  Nashville  from  Headquarters 
Company,  9th  Marines,  Camp  Hansen,  Oki- 
nawa, Japan,  Braddy  filled  the  billet  as  the 
Assistant  Administration  Chief. 

“The  constant  analyzing  and  number 
crunching  was  mind  boggling  at  the  start.  My 
job  responsibility  seemed  to  have  doubled 
overnight,”  said  Braddy. 


That  new  responsibility  forced  Braddy  to 
look  at  things  quite  a bit  differently  than  he  was 
accustomed  to  in  the  Fleet.  He  explains  that 
you  can  lose  touch  with  courtesy  and  sometimes 
your  tact  when  you  are  dealing  with  the  Marines 
in  the  Fleet. 

“This  sales  environment  makes  it  impos- 
sible not  to  get  caught  up  in  it.  I quickly  learned 
that  when  dealing  with  NCOIC’s  and  recruiters, 
a little  diplomacy  goes  a long  way,”  said  Braddy. 

That  diplomacy  is  what  Braddy  uses 
every  day  to  help  him  assist  recruiters  with  their 
operational  concerns. 

“I  used  to  get  a little  angry  when  a re- 
cruiter would  call 
and  quickly  get 
frustrated  asking 
to  talk  to  someone 
who  knows  what’s 
going  on.  I 
learned  very  fast 
that  anger  was  not 
the  key  to  helping 
these  Marines,” 
said  Braddy. 
Braddy 

took  his  early  frus- 
tration and  turned 
it  into  a learning 
experience.  His 
ability  to  prevent 
his  personal 
feelings  from 
effecting  his  performance  continues  to  enhance 
the  efforts  of  Nashville’s  recruiters. 

“The  greatest  part  of  this  job  is  the  imme- 
diate satisfaction  I get  when  I know  the  answer 
to  a question  or  problem  a recruiter  poses.  That 
happens  every  day  in  operations”,  said  Braddy. 


NEW  JOB— Sgt.  Grady  L.  Braddy  has  learned  to  use  a little 
more  diplomacy  when  dealing  with  Recruiters  and  their  opera- 
tional concerns. 
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4 No’  is  an  Attitude 
That  Can  be  Overcome 

Story  by  SSgt.  Rudy  Hernandez 

PA  AN  CO,  RS  Orlando 

“What  is  it  about  the  word  ’no’  you 
don’t  understand?” 

To  new  Marine  recruiters,  the  word 
“no”  can  destroy  confidence.  “But  if  they  hear 
it  enough,  they’ll  learn  to  deal  with  it,”  explains 
GySgt.  Clifton  Lee,  assistant  recruiter  in- 
structor for  RS  Orlando,  Fla. 

The  word  “no”  comes  in  various  dis- 
guises, but  in  the  recruiter’s  world,  “no”  is  just 
an  attitude  that  can  be  overcome. 

The  attitudes  which  recruiters  must  be 
prepared  to  deal  with  are  indifference,  skep- 
ticism, objection  and  acceptance,  says  Lee. 

A tough  attitude  to  overcome  is  indif- 
ference. This  is  where  a prospective  appli- 
cant sees  no  need  in  what  a recruiter  is 
offering  even  though  the  recruiter  has  some- 
thing of  value. 

The  text  book  answer  explains  that  a 
recruiter  must  probe  for  unrealized  needs. 

Sgt.  Boyd  Jeffries,  6th  Marine  Corps 
District  and  RS  Orlando’s  Recruiter  of  the 
Year  has  another  approach.  “I’ll  get  an  appli- 
cant who’s  indifferent-who  think  they  have 
the  world  licked-and  ask  what  they’re  going 
to  do.  Of  course,  this  individual  thinks  they 
are  going  to  college  and  get  a $50,000  a year 
job.  At  times,  some  kids  think  they  can  just 
walk  into  these  high  paying  jobs  with  just  a 
high  school  education.  The  fact  of  the  matter 
is,  these  people  are  living  in  a fantasy  world.” 

Jeffries,  who  recruits  in  Cocoa,  says 
that  he  uses  some  of  his  friends,  as  proof 
sources.  “One  of  my  friends  I use  has  a Mas- 
ters Degree  and  is  barely  earning  'er  the 
minimum  wage.  Once  the  applica  sees  it’s 
not  as  easy  as  they  think,  they  tend  to  be 
more  receptive  in  what  the  Corps  has  to 
offer.” 


CONGRATULATIONS--^.  Ron  Germond  welcomes 
poolee  Chris  Smith,  18,  to  the  Marine  Corps.  Chris  is 
a senior  at  Mulberry  High  School,  in  Florida. 

Another  way  RS  Orlando  recruiters  deal 
with  indifference  is  giving  the  prospective  appli- 
cant a chance  to  formulate  a plan  while  they  are 
at  the  RSS. 

“I’ll  ask  them  where  they  want  to  be  in  the 
next  five  years.  They’ll  attempt  to  plan  to  go  to 
college;  though  they  have  no  idea  what  their 
major  will  be  or  how  they  are  going  to  pay  for 
their  education.  Once  they  see  that  their  plans 
are  nothing  more  than  dreams--I  formulate  a plan 
that  will  realistically  put  them  close  to  where  they 
can  be  in  five  years,”  says  Sgt.  Ron  Germond,  a 29- 
year-old  recruiter  from  RSS  Lakeland,  Fla. 

With  guidance  from  NCOICs  and  experi- 
enced recruiters,  the  new  recruiters  will  quickly 
start  dealing  with  the  fourth  attitude:  acceptance. 

So  when  someone  says  "no",  maybe  they’re 
trying  to  say  I don’t  understand. 
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Drawdown  Policies  Affect  6,000  a Year 


With  newspaper  headlines  blaring  the 
news  of  defense  budget  cuts,  many  Marines  ask 
the  question,  “What  about  me?”  The  Manpower 
Section  at  Headquarters  Marine  Corps  offers  the 
following  information  dealing  with  this  question. 

In  FY  1992,  the  Marine  Corps  will  be  re- 
duced in  strength  by  about  6,000  Marine  to  help 
meet  an  end  strength  requirement  by  Sept.  30, 
1992,  of  188,000.  In  FY  1993,  we  will  reduce  by 
another  5,800  Marines  and  reach  an  end  strength 
of  182,000.  We  expect  the  reduction  to  continue 
at  this  same  rate  at  least  through  FY  1994  and, 
possibly  through  FY  1997. 

Of  the  Marines  cut  each  year,  approxi- 
mately 600  will  come  from  the  Officer  Corps. 
These  will  be  eliminated  in  part  through  the 
early  retirement  of  about  50  colonels  and  75 
lieutenant  colonels  each  year.  The  number  of 
captains  augmented  from  a reserve  commission 
to  a regular  commission  will  be  reduced  by  100 
annually  while  officer  accessions  (warrant  offi- 
cers and  second  lieutenants)  will  be  reduced. 

If  the  occupational  specialty 
is  overstrength,  the  Marine  must 
accept  a lateral  move. 

“This  series  of  balanced  actions  will  enable 
us  to  maintain  a pyramidal  structure  within  our 
officer  grades  so  as  to  ensure  the  proper  grade 
and  skill  mix,  plus  facilitate  timely  advancement 
of  officers,”  said  Lieutenant  General  Matthew  T. 
Cooper,  deputy  chief  of  staff,  Manpower  and  Re- 
serve Affairs,  HQMC. 

The  remaining  reductions  will  come  from 
the  enlisted  ranks.  Manpower  officials  plan  to 
accomplish  enlisted  reductions  through  a combi- 
nation of  reduced  accessions  and  adjustments  to 
retention  programs. 

A separate,  concurrent  action  will  help 
shape  the  enlisted  force  for  an  overall  balance  in 
occupational  specialties.  When  a Marine  com- 
pletes an  initial  enlistment  and  requests  to  reen- 


list, he  or  she  will  be  able  to  remain  in  the 
same  occupational  specialty  only  if  it  is  under- 
strength. If  the  occupational  specialty  is 
overstrength,  the  Marine  must  accept  a lateral 
move  into  another  specialty  or  be  released 
from  active  duty.  Bonuses  for  highly  skilled 
Marines  in  understrength  MOSs  will  still  be 
offered. 

“A  Marine’s  record  of  performance  will 
be  the  primary  consideration  when  it  comes  to 
reenlistment,”  said  LtGen.  Cooper.  “That  is,  his 
or  her  proficiency  in  the  occupational  field 
coupled  with  conduct  on  and  off  duty  as 
assessed  by  superiors  from  their  performance 
ratings.” 

“Today,  99  percent  of  our  Marines  are 
high  school  graduates,  while  more  than  70 
percent  score  in  the  upper  50  percentile  on 
the  Armed  Forces  Qualification  Test.  When 
these  attributes  are  added  to  an  all-time  high 
moral  character  and  exemplary  background,  it 
gives  us  the  highest  quality  Marine  in  our 
history.  It  should,  therefore,  be  obvious  that 
Marines  who  have  exemplary  performance 
and  conduct  have  a much  greater  opportunity 
to  reenlist  than  those  whose  records  are  less 
competitive.” 

Marines  being  separated  who  have 
served  at  least  six  but  less  than  20  years  on 
active  duty  and  are  denied  reenlistment,  are 
entitled  to  separation  pay,  which  may  help 
ease  transition  to  civilian  life.  (There  are  two 
separation  pay  formulas  based  on  qualifica- 
tion for  future  service.  Separation  pay  is 
determined  by  multiplying  10  percent  of  one 
year’s  base  pay  times  the  number  of  years  of 
service.  Half  separation  pay  is  half  what  full 
pay  would  be.) 


EDITORS  NOTE:  The  above  article  was  ex- 
tracted from  a Headquarters  Marine  Corps 
News  Release.  More  information  on  the 
Drawdown  can  be  found  in  ALMAR  325.91 
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RAO  Notes 


Lifeline  of  Leads  in  Junior  List 


By  Capt.  Doug  G.  Olsen 

6th  Marine  Corps  District 
Recruitment  Advertising  Officer 


Recruiters  tell  me  that 
their  high  school  junior  lists  are 
their  most  valuable  prospecting 
asset  during  the  spring  and 
summer  months.  Obtaining  a 
high  school  list  however,  can  be 
difficult.  Let’s  cross  the  line  of 
departure,  go  into  the  attack, 
and  secure  the  objective  by 
establishing  a lifeline  of  leads 
through  the  Recruiter  Supplied 
Names  (RSN)  program. 

By  submitting  junior  names, 
we  can  generate  Direct  Mail  to 
our  best  prospects  and  advertise 
directly  to  our  target  audience. 
The  RSN  and  Direct  Mail  pro- 
grams work  side  by  side  to 
generate  qualified  leads  (PPCs) 
for  recruiter  follow-up.  Names 
submitted  through  this  program 
can  receive  up  to  seven  mailings 
during  a two  year  period  with  a 
one-on-one  message  aimed  at 
grabbing  a prospect’s  interest, 
while  at  the  same  time,  offering 
an  incentive  item  such  as  a 
poster.  Recruiters  should  submit 
only  high  school  junior  names 
between  now  and  the  end  of 
March  to  ensure  that  next  year’s 
seniors  receive  their  first  mailing 
this  April. 

Procedures  for  submitting 
RSNs  are  as  follows:  Recruiters 
submit  lists  to  their  RS  using  the 


Recruiter  Submission  Check- 
list. These  lists  are  then 
forwarded  to  the  District  HQ 
and  subsequently  to  HQMC. 
Female  names  should  be  lined 
out  if  the  list  is  not  sex  identi- 
fied; ensure  the  lists  are 
legible  with  full  names  and 
addresses  including  city,  state 
and  zip  code. 

All  names  submitted  that 
are  “new”  to  the  Direct  Mail 
system  are  guaranteed  to 
receive  Marine  Corps  mail  all 
the  way  until  the  student 
graduates  from  high  school, 
and  enters  the  workforce  or 
goes  on  to  college.  It  is  vital, 
therefore,  that  the  RS  receive 
your  lists  as  early  as  possible 
to  get  a jump  on  the  other 
services.  Additionally,  the 


more  names  submitted,  the 
better  your  chances  are  of 
receiving  more  qualified 
PPCs  for  follow-up. 

Putting  high  school  lists  to 
work  through  the  RSN  pro- 
gram is  an  excellent  vehicle 
for  recruiters  to  make  better 
use  of  names  while  “working” 
their  areas.  The  program 
enables  the  recruiter  to  get  a 
quality  Direct  Mail  package 
to  a “hot”  lead  in  a timely 
manner.  For  more  informa- 
tion on  junior  high  school 
lists  and  the  RSN  program, 
contact  your  RSN  coordina- 
tor at  the  RS.  Remember, 
by  submitting  your  valuable 
lists  as  Recruiter  Supplied 
Names,  you  can  establish  a 
lifeline  of  leads. 


United  States  Marine  Corps 

□ YES,  Lieutenant  Colonel  Wilson:  I’d  like  to 
master  the  power  of  the  mind  in  the  Corps. 
Please  send  me  a copy  of  the  Marine  Corps 
Opportunity  Book— plus  my  FREE  poster.  I 
understand  there  is  no  obligation  whatsoever. 


□ I also  want  to  know  about  the  Marine  Corps 
Reserves. 
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Recruiter  Honor  Roll 


6 Contracts 

SSgt.  W.  D.  Davis,  RSS  Atlanta,  Ga. 

5 Contracts 

*SSgt.  Steven  Strickland,  RSS  Jacksonville,  Fla. 
*SSgt.  R.  Trinidad,  RSS  Gastonia,  N.C. 

SSgt.  J.  T.  Allan,  RSS  Kennesaw,  Ga. 

SSgt.  J.  J.  Tedesco,  RSS  Gainesville,  Ga. 

4 Contracts 

*SSgt.  A.  J.  Whitney,  RSS  Tampa,  Fla. 

SSgt.  D.  F.  Farren,  RSS  Sanford,  Fla. 

SSgt.  P.  D.  Lockett,  RSS  Birmingham,  Ala. 
SSgt.  J.  Bell,  RSS  Savannah,  Ga. 

SSgt.  T.  A.  Hooker,  RSS  Greenville,  S.C. 

SSgt.  A.  H.  Schwankert,  RSS  Spartanburg,  S.C. 


SSgt.  L.  S.  Waligorski,  RSS  Greenville,  S.C. 
SSgt.  L.  Sotomayor,  RSS  San  Juan,  P.R. 

SSgt.  G.  Guider,  RSS  Asheville,  N.C. 

SSgt.  T.  Dunham,  RSS  West  Palm  Beach,  Fla. 
Sgt.  K.  Williams,  RSS  Winston  Salem,  N.C. 
*Sgt.  J.  Baillon,  RSS  Bradenton,  Fla. 

Sgt.  D.  L.  Hitriz,  RSS  Leesburg,  Fla. 

Sgt.  J.  Matos,  RSS  South  Dade,  Fla. 

Sgt.  D.  J.  Acker,  RSS  Florence,  S.C. 

Sgt.  R.  L.  Caldwell,  RSS  N.  Charleston,  S.C. 
*Sgt.  C.  Thompson,  RSS  Kennesaw,  Ga. 

Sgt.  J.  R.  Boothe,  RSS  Jackson,  Miss. 

Sgt.  D.  E.  Thurston,  RSS  Vestavia  Hills,  Ala. 
Sgt.  M.  Chambers,  RSS  Savannah,  Ga. 

*Sgt.  G.  W.  Graham,  RSS  Jackson,  Tenn. 
♦Denotes  Recruiter  of  the  Month 


Honor  Graduates 


Pit.  1000 

PFC  C.R.  Cahill,  Broward,  Fla. 
Recruiter-SSgt.  J.  A.  Magyer 


Platoon  Honormen -(left  to  right ) LCpl.  CJ.  Walker, 
PFC  C.D.  Rushing,  PFC  Robyn  L.  Noland,  and  LCpl. 
B.S.  Carter  were  just  four  of  the  honor  grads  from  6th  MCD 
for  the  month  of  January,  (photo  by  LCpl.  Dan  Jones ) 


Pit.  1008 

LCpl.  B.S.  Carter,  Shelby,  Ala. 
Recruiter--Sgt.  R.L.  Prevatt 
Plt.1012 

PFC  R.L.  Noland,  McMinn,  Tenn. 
Recruiter-SSgt.  J.  Overton 

Pit. 1013 

PFC  C.D.  Rushing,  Jackson,  Miss. 
Recruiter-SSgt.  D.C.  Wilson 

Pit.  1014 

LCpl.  E.T.  Steinle,  Dade,  Fla. 
Recruiter-Sgt.  J.  Matos 

Pit.  2008 

PFC  M.J.  Lapierre,  Lakeland,  Fla. 
Recruiter-Sgt.  R.L.  Prevatt 
Pit.  2009 

PFC  L.E.  Orchard,  II,  Madison,  Tenn. 
Recruiter-Sgt.  A.  Johnson 

Pit.  2010 

PFC  A.  Joyner,  Jr.,  Cumberland,  N.C. 
Recruiter-Sgt.  S.D.  Sweeney 

Pit.  3002 

LCpl.  M.  Nicholson  Jr.,  Hamilton,  Tenn. 
Recruiter-Sgt.  B.  Hunt 
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Recruiter  ofthe  Month 


RS  Nashville 


Sgt.  G.  W.  Graham  of  RSS  Jackson,  Tenn. 
wrote  four  contracts. 

"Systematic  Recruiting  works!" 


Primary  MOS:  Jet  Mechanic 

Hometown:  Spartanburg,  S.C. 

Family:  Wife  Lourdes,  Erik,  12, 

Ryan,  6 


RS  Macon 


Sgt.  Charles  Thompson,  of  RSS  Duluth,  Ga. 
wrote  four  contracts,  shipped  three  future 
Marines  to  P.I.,  had  four  NROTC  submissions 
and  did  two  MCIs  last  month. 

"Love  ofthe  Marine  Corps,  hard  work  and 
a good  team  led  me  to  success. " 

Primary  MOS:  Anti-tank  Assault  Guided 
Missleman 

Hometown:  Lenox,  Mass. 

Family:  Single 


RS  Raleigh 

SSgt.  Ruben  J.  Trinidad  of  RSS  Gastonia, 
N.C.  closed  with  five  contracts. 

"Prospecting!  Prospecting!  Prospecting!" 


Primary  MOS:  Referigeration/Air  Condi- 
tioning Mechanic 

Hometown:  Stewartstown,  Pa. 

Family:  Single 


RS  Ft.  Lauderdale 

Sgt.  J.  Baillon  of  RSS  Bradenton,  Fla.  had  four 

contracts. 

"Support  from  the  RS/NCOIC  and  re- 
cruiters" 


Primary  MOS:  Food  Service  Specialist 

Hometown:  Miami,  Fla. 

Family:  Wife  Katrina,  John,  5 


RS  Orlando 

SSgt.  A.  J.  Whitney  of  RSS  Tampa,  Fla.  netted 
four  contracts. 

"Any  clime  or  place  / do  my  best  to  accorn 
plish  the  mission. " 

Primary  MOS:  Machine  Gunner 
Hometown:  Tampa,  Fla. 

Family:  Wife  Maria,  John  12, 

Maria,  11,  William,  5 

RS  Montgomery 

Sgt.  Curtis  E.  Reeves  of  RSS  Pensacola,  Fla. 
captured  the  title,  netting  two  contracts  and 
four  NROTC  referrals. 

" / was  really  looking  for  above  quality 
contracts  this  month,  that ’s  what  gave  me  all 
the  NROTC  referrals." 

Primary  MOS:  Personnel  Clerk 
Hometown:  Cochran,  Ga. 

Family:  Wife  Gwen,  Curtis  8, 

Marcus  11  months 


RS  Jacksonville 

SSgt.  Steven  Strickland  of  RSS  Jacksonville, 
Fla.  closed  with  five  contracts  . 

"Sincerity,  honesty  and  hard  work  earns 
contracts. " 

Primary  MOS:  Assault  Amphibian  Vehicle 
Crewman 

Hometown:  Gainesville,  Fla. 

Family:  Wife  Dora,  Shawn,  12, 

Crystal,  10 
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Black 

History 

Month 


GEN.  FRANCOIS  DOMINIQUE  TOUSSAINT  L’OUVERTURE-IEfcert  the  Main 
Revolution  began,  Toussaint  was  an  obscure  carriage  driver  on  the  Breda  Plantation.  He 
had  lived  the  life  of  a slave,  married,  sired  children  and  gained  some  local  fame  from  his 
skill  in  mixing  herb  potions.  A devout  Roman  Catholic,  he  was  literate  in  French  and 
Latin.  He  was,  it  seems,  a model  slave,  barefoot,  smiting  and  bowing  at  the  proper  times. 
He  was  almost  50-years-old  and  it  seemed  that  his  life  was  nearly  over.  Yet  in  a few  years, 
this  grey-haired  carriage  driver  electrified  the  world  and  sent  shivers  down  the  spines  of 
American  slaveholders.  He  defeated  the  English  and  Spanish  A rmies,  out  maneuvered 
Napoleon  and  unified  Haiti  The  French  lost  some  60,000  men  and  a rich  colony. 
Napoleon  lost  interest  in  the  Western  Hemisphere  and  sold  the  Louisiana  Territory  to 
America.  Thus,  Toussaint  was  indirectly  the  means  of  America's  expansion  by  the 
Louisiana  Purchase  of  1803. 


